An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1954 


SALES IDEAS FOR SALESMEN 


Sectinc s Gerrinc Toucuer ALL THI 
Timi July "54 
Ceorgia salesman cites five reasons why 
Pre-Testinc Proves Rear Prospects o1 
SALES July 54 84 
Seek opinions of prospective use! Washington 
sales manager 
Propucts & MARKETS July "54 94 
Aug. 54 110 
Oct 54 110 
Nov 54 110 
Dec. 54 110 
Dors Ir Pay vo Prospecr ror New 
ACCOUNTS? Aug. 54 100 
Ihree salesmen maintain it does—and offer proof 
7 Ways vo Seti More Topay Sept. °54 105 
INTRODUCTION 106 
Propucts 108 
CUSTOMERS 112 
ADVERTISING & SALES PROMOTION 116 
Work PLANs 120 
Yoursetr, Your Company, Your 
STOCKS 124 
MANUFACTURERS Arps 128 
PRESENTATION & DEMONSTRATION 32 
Tue Payor 136 
Seiuinec’s PLeasant—Ir You Maki 
Ir So Oct. '54 84 
Just keep tearning is the credo of a North Carolina 
salesman 
lake Iv FROM THE CUSTOMER Nov. °54 82 
Give your products a chance, 
tendent 
axe A Goon Loox ar YOURSELI 
Albany salesman found out what some 
attitudes are 
It’s AN A-|l Propucr.Nov. °54 104 


l'acoma salesman learns product knowledge is best 


Sect. CONFIDENCI 


selling basis 
Tue “Harp Seu 


Pittsburgh firm concentrates on working harder and 


snp Your SALESMEN..Dec. °54 84 


digging deeper for sales 
Retax—anp You'ti Sect Mort Dec. 54 93 
Providence sales manager advocates living a full life 
Cue Buyer's Swe or tHe Desk ..Dec. "54 94 
Washington P. A. says service, knowledge and tact 


, 
ct his attention 


SALES IDEAS 


InourrireEs Mean Saves, Keep TRACK 01 
[HEM Aug. 54 86 
Sales leads get follow-ups, in this New Jer upply 
firm 
r'\ \ New Disrrisuror SAtes Toor ug. 54 94 
Massachusetts distributor can reach 
weekly audience of 300,000 
[r’s Onty a Marrer or Gerrinc To 
GETHER Oct. 54 86 
Here’s how distributors’ and manufacturers’ men 
work together in St. Louis and Buftalo firms 
Oct. 54 96 


Oregon distributor and a plastics manufacturer 


Propuct Data Is SErvict 


combined forces to mutual sales advantage 
How to Make “Service” Mean Somt 
THING O 
Los Angeles industrial supply frm gi 
an empty word 
How A Macutine Suop Pays Irs Way 
SupPLY SALES 
California firm uses shop as 3-way 


How To Create A New TERRITORY 


loledo supply company did—and 
seen potentials 

Ir Act Apps up To Lone RANGE SELLIN« 

That's the chief purpose of Chi 


monthly product campaign 


IDEAS FOR MANAGEMENT 


[ne Trousie SHOOTER July 54 88 
\ sales assistant performs this function for a Detroit 


company 


INVENTORY ConTROL Is AN ArriruD! July 
1} 
cn 


Three distributors emphasize appt 
chanics 
SALESMEN Ripe In RENTALS 
\ Hartford and a Buffalo firm te 
rented cars 
Continuous SALES Promotion & CON 
rrot Can Be Srp. 
Alabama distributor achieves economica 
tive sales direction 
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Mornini MEETINGS? Way 
luey RE THE Best! 


Indianapolis supply company 


backs up—his opinion 
Deviver THE Goops Bur WartcH 
rHe Cost 
Norfolk distributor does through dire 
mileage control 
Montuty Two-Day Sates Merrincs 
Louisiana company has six object 
Is Att Your PAPERWORK NECESSARY? 
New York City distributor elimin 
work and saved $150 monthly 
Reports THAT WorK FoR SALESMEN 
AND MANAGEMENT’ 
St. Louis sales manags 
forms 
SALES ANALYSIS IN SMALL AND 
Lloust 
Here are details on systems that 
ible, one in Kalamazoo, the other 
Ger More ror tHe Money Out 
Direct Mau 


Seattle firm coordinated departmental 


GENERAL 
PLoTTinG A PROFITABLE Cours! 
Scatter charts show you where 
Wuat Happens TO AN OrnpER—Parrt | 
Parr Il 
Parr Ill 


GRAPHOLOGY SELLS INDUSTRIAL SUPPLIES 


Milwaukee sales manager shows how 


reveals character 
Have You Looxep at Your Bris o1 
LADING LATELY? 
Minneapolis supply firm 
advantages 
Here Are ADVANTAGES, DISADVANTAGES 
or Your Jos as Disrripuror 
SALESMEN 
High schoo! student, a salesman 
he thinks about selling 
MANAGEMENT UNDER THE MICROSCOP! 
Facts and recommendations 
Business Management Series 
Wuo Says WomEN AREN'T SALESMEN? 
A Californian and a Wisconsonit 
success in a predominantly mas 
Are You Gornc to Be Santa CLaus? 
A new answer to the old gift problen 


i 
CLARKSON Sets ID Course in Morion 


36 students enroll in course leading to 


Human Nature's A Key Factor 
First in Habits of Success series 
pects wants and appeal according) 
Wovutp You Betteve Ir? 
Cartoon treatment of objections offe1 
soliciting orders 


Fraencn Distrisurors Tour Uwnirep 
STATES Dec. 54 82 
industry representatives impressed with the 
American wal 
First A PLAN, THEN THE INTERVIEW Dec. 54 105 
Second in Habits of Success series—plan in advance 
then carry through 


PROMOTION 


\ Macuine Toor Directory July 54 84 
Los Angeles firm finds it aids salesmen and cus 
tomers 
Quickie ADVERTISING Aug. 54 93 
Denver industrial distributor puts scratch pads to 
work 
Here's How ro Reacw tHe Men wuHo 
Can't on Won't See SALESMEN. .Nov. '54 90 
Memo pads and blotters are door openers for Eliza 
beth supplier 
Hicu-Vo.LTrace Promotion Is Low-Cosr..Dec. 54 86 
Indiana firm lists hundreds of items in 16-page folder 
Disrrinurors ‘Teri P.A.S WHERE TO 
inp It Dec. 54 98 
Lancaster Guide features cross-reference information 
ry A TRADE Mark Conres1 Dec. 54 104 
New Jersey firm found it created great interest 


MEETINGS 
i954 ConveNnTION IN New York July 54 92 
Part Il—Covering the “semi-official’’ convention 
activities 
5 Arrenp Derroir MEETING On Bet 
TER MANAGEMENT Nov. 54 108 
First of three regional mectings held by National 


*> 
> he 


and American Associations 
)00 Arrenp CENTRAL STATES MEETING Dec. '54 100 
Distributors man booths at Chicago for 22nd annual 


convention 


LAYOUT AND DISPLAY 


IDENTIFICATION SysTEM Butt ON Coror. Aug. "54 97 

Brooklyn firm tags stock drawers in varied colors for 
better service and control 

New Burtpincs Stitt Gornc Up Aug. 54 102 

8-page section contains pictures of 11 new or reno- 
vated distributor facilities 


EDITORIALS 


Don’t Loox Now But July °54 
Wuo Sai, Depression? Aug. *54 
SALESMEN TELL You How to Set! Sept. °54 
Wuy, On Wuy? Oct. °54 
Do You Have A Prima Donna?........ Nov. °54 
You, Too, Can Be Santa Craus 
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